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tfhe ROYAL 


VOLUME EIGHT 


WHERE DO YOU LIVE? 
READ THIS ALOUD 

Where do you live? By that I 
mean the personal ‘“ego”. Does 
the real YOU live in your heart 
the way sentimentalists 
seem to think, in your head, 
or in your liver? The an¬ 
cients thought that a man 
lived in his liver. That’s 
why they called it “liver”. 

Now, as far as your cus¬ 
tomer is concerned, you live 
in your voice — in your 
words. That is you. But 
it is not only you — it is 
your whole Company. 

You have seen a picture 
of the Sphinx many times. 

But you don’t know any¬ 
thing about the Sphinx. It 
hasn’t said anything. It 
doesn’t really live until it 
talks. It may be doing a 
lot of thinking all by itself, 
but it is having very little 
influence on the world. 

You live in your words,— 
that is, as far as the outside 
world is concerned. And 
now—how much attention 
do you give to clothing 
yourself, your real person¬ 
ality, in the best possible 
form. 

There is more in a man’s 
voice—its tone, its calibre, 
its quality, its fibre, its in¬ 
flections—than there is any 
feature or all the features 
of his face. The voice is 
courteous — pleasant — 
forceful—and if it is, you 
are all of these things. The 
voice is persuasive — not 
smirkingly so or patroniz¬ 
ingly so, but persuasive in 
the sincerity of its tone— 
persuasive in its confidence, 
m its full notes of deter¬ 
mination. 

A man will say to you 
sometimes-“I have diffi- 

over ” ln T?- tting my ideas 
This man needs to 

‘ udy fitting his voice to 

hls tfeas. You can’t com¬ 


be effective when the voice 
is polite. 

I don’t detract from 



value of good health, but there 
is nowhere that good health is 
reflected so quickly as in the 
oice. It is not always the words 


the simply pass quick judgment on 


what they have learned to be 
the most reliable index of char¬ 
acter—the voice. 

If you would sell, sell a good 


your thoughts, not only by 
words, but by what is just 
| exactly as important as words 
I —expression. 

It is not always the things we 
say that carry the most weight. 
'It is the way we say them. 


SET YOUR STAGE 

BEFORE YOU START 


Half the Sale Is Made When You 
Produce Conditions Suggest¬ 
ing Positive Impressions 


mand an 


army in a whisper, 


,l. , an 5 ’ 0U Put a baby to 
bn? by „ shout ing at it. You 
sell ideas in an irritat- 
ras Ping voice. 

Meet 1 ? te . ntions ma y be 
voiceI* „ but • unleSR your 
i n t e L! mirror of these 
,r ns - the customer is 
(inJjL 1 have a ha nl time 
v °ice cnn° Ut ' because the 
tjcally a ir* 8 .. t( L him P!™- 


he is c 


the impressions 
* - 18 going to get. 
said / leal ha * been 
neatn eSH J °l!f . a PPearance, 

ality_\ ’ person- 

° f tlS? med up ’- a11 

J°n8i(lerati f nga are m inor 
1 Cl cl , ns t0 th " voice. 

the value ft f 0Un r ° r llua,if *v 

Politeness l polltetle ss, but 
can only really 


"Compare the iJOorkS 

KQBt 

TYPEWRITERS 


T YPEWRITERS are a good barometer 
of business and New York City is the 
home of Big Business. During the first six 
months of 1923 Royal Typewriter sales in 
New York City increased more than 75% 
over the same period in 1922. 

This increase is partially due to the grow¬ 
ing recognition by big concerns of the 
remarkable results obtainable from Royal 
Typewriters but at the same time this in¬ 
crease in Royal sales also reflects the mea¬ 
sure of increased prosperity experienced by 
the large corporations which have standard¬ 
ized on Royal Typewriters. 

ROYAL TYPEWRITER COMPANY, Inc. 

364-366 Broadway, New York. Tel. Franklin 4400 
Branches and Agencies the World Over 
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which convey a distinct impres¬ 
sion of determination and confi¬ 
dence. Is it not brought out 
more by the tone of the voice 
itself? 

Many a brave heart has been 
sorely hampered by an unpleas¬ 
ant voice, and his pathway has 
been strewn with obstacles placed 
there by unthinking people who 


article. If y° u wou ld make a 
success of selling, think, until 
you have thought the problem 
out After you have thought it 
out’, be able to talk it, or you 
don’t know it. Then—think it 
out some more. But even when 
you can talk it you are not 
through. 

Train your 


voice to convey 


I 



Thoughts have made Presi¬ 
dents. Thoughts have made Em¬ 
perors. And thoughts will con¬ 
tinue to control the world. But 
what kind of thoughts? — ex¬ 
pressed thoughts—properly ex¬ 
pressed thoughts, — when you 
get right down to it—the voice. 

Geo. Ed. Smith. 


By Har*-y E. Shifflette 
St. Louis Office 


On several occasions I 
have read articles about 
the time and attention 
given by Belasco to the 
most minute detail in stag¬ 
ing his plays, the stage set¬ 
ting, lighting effects, plac¬ 
ing of props, and other de¬ 
tails. Everything has to 
be letter perfect and there 
is no question but that 
with his painstaking in 
such matters, he could 
have made a Broadway 
success out of many fail¬ 
ures. 

What has this to do with 
getting orders for Roya! 
Typewriters? Just this, 
when you have made 100 
per cent, in approach and 
received the prospect’s ap¬ 
proval to send an examina¬ 
tion, why take a chance on 
getting the short end of 
decision? You can do this 
by letting the typist try 
your machine when she is 
not sitting in as comfort¬ 
able position as when she 
is doing her work on a ma¬ 
chine she is accustomed to 
using, and probably f avors. 

I have made that mis¬ 
take. It is so easj to do. 
When I have been forced 
to fight, on getting a neg¬ 
ative reply, and insisted 
on putting machine in 
place it should be, I have 
noted that it makes quite 
a difference and has turned 
failure into success. 

If a prospect gives you 
permission to demonstrate, 
you can arrange the set¬ 
ting of the stage, and if 
the audience is not too 
large you can place them 
so that none of them will 
be behind you. 

Today I saw a competitor 
make a complete failure by 
trying to make demonstra¬ 
tion, and have two young 
ladies try a machine when 
it was necessary for them 
to stoop when doing so. 

When you demonstrate 
the Royal typewriter or 
any other piece of mer¬ 
chandise, you are trying 
for a favorable decision. 
What you want is for the 
prospect and his stenog¬ 
rapher to get into the 
“yes” attitude. If the 
young lady is in an uncom¬ 
fortable position, she may 
not realize it herself, but 
subconsciously at least, 
she is in a negative mental 
state. No matter how 
good your demonstration 











































may be, the fart that she is uncom¬ 
fortable will cause her to feel nega¬ 
tive. 

The same thing applies to her em¬ 
ployer. If be is uncomfortable or if 
the salesman tries to “show him up” 
as they sometimes do, it is impossible 
for him to refrain from assuming a 
mental antagonism which is very hard 
to overcome and quite often kills an 
otherwise easy sale. 

Placing your prospect so that he 
faces the light, making it necessary 
for him to move from place to place 
to see what you are doing, pushing 
yourself between him and the object, 
doing a eortortion yourself as you 
demonstrate makes it hard for the 
customer. 

When you are ready to demonstrate 
make it as easy for everyone as you 
possibly can. Make it easy for your¬ 
self. A sale is only as hard as you 
make it. When salesmen learn that 
their time and that of the customer 
is of equal value, and that each must 
be in at least a receptive frame of 
mind to the other suggestions, they 
will relieve a great deal of the 
drudgery of selling goods. 

Many a good man has made the mis¬ 
take of not producing the right condi¬ 
tions and setting the stage. If you 
have been doing it, the sooner you 
cease the bigger your monthly sales 
will be, and the easier your business. 
If there be one among you who has 
not made the mistake, let him throw 
the first stone, but in the meantime, 
whether you throw stones at me or 
not, remember that what I am telling 
you comes from experience, and some 
of it bitter as I look back at the sales 
I have lost which I could have won 
had I known what I am telling you 
now. On the other hand, since learn¬ 
ing this lesson in psychology, it is 
not half as hard to sell as it used to 
be. Reducing resistance, coupled 
within the constantly improving con¬ 
ditions for selling Royals, makes life 
in business a more pleasant pursuit. 


SUCCESSFUL SELLING 
DUE TO CONFIDENCE 


Uncertainty and Lack of Deter¬ 
mination Conveyed to Prospect 


By W. A. Metzger 
Sales Promotion Dept. 


It is surely an education in sales¬ 
manship and human nature to ob¬ 
serve the methods of men who sell. 

The salesmen automatically line 
themselves up into two groups—those 
who have a good product and those 
who haven’t. It is only the first group 
we need consider,—because salesmen 
of the Royal Typewriter fall into that 
* group automatically. This group 
seems to subdivide itself into two 
classes as well—those salesmen who 
| know when they step into the office 
that they are going to walk out with 


a tension about them that cou.es from ^ 
being keyed up and entirely 
when out on a deal, but it is so ea.. 
to distinguish this from the nervous 
ness which arises from l ack 0 c0 
fidence. 

is like 


Making a sale, y° u know, 
standing up in a ring and swapping 
punches with the other fellow. 
are on the alert to land the knoc *ou 
blow right on the “button” with your 
closing argument, and the other e - 
low, the prospect, is standing toe o 
toe with you trying to block every¬ 
thing you send his way. 

He figures he has his pocketbook to 
defend, and if there’s any possible 
way he can block your leads, hes 
going to do it. It’s instinctive wit 
him to resist selling pressure. ^ He s> 
hitting out with everything he s got 
to get you before you get him. A 
buyer is keen and quick to discover 


a weak spot in a 


your owu mental attitude after you pauy in the annals of ti* 

the prospect’s door knob. business. A new compan/®"^ 

There are three separate and dis- into a market which w« alt^°* 


tinct kinds of confidence that a sales- tuaUy controlled by immense 
.n.n must have to be successful. They estabUshed organisations, and 


man must have to oe ' ;—:-- nons, and bra. 

are, first-confidence in the produn mg m a brand new, unknown m S' 

he is selling; second-confidence and tt rapidly forged its way to th* Zi 
belief in the firm he represents-and -to the position it oecupie, toda 
third—confidence in himself, an nn- the office equipment industry, 
wavering certainty in his own mind The excellence of its tniva . 
that he is going to make the sale been supported by an efficient semw 
\ Royal salesman has the best organization. When a Royal TW. 
grounds in the world for feeling the writer has been sold, the Comp£ 
first two kinds of confidence. The stands squarely behind your 5tate 
Roval Typewriter Company builds for ments that it is the best typewrite 
him a typewriter that is the finest and you can feel assured the 
piece of mechanism man can make. :s going to be a Royal booster. You 
All you have to do is look at a Royal have every ground to feel confide* 
Typewriter to see how far ahead of that the Company will stand beh^ 
the field it stands. Its definite, grace- its product and behind you. 
ful lines make it stand out like a The last thing is confidence in y^. 
thoroughbred. Compare the work, self, and there only you are cog- 
Compare the workmanship. How easy eerned. But this is so closely int®. 


salesman’s defense. |it is to build confidence with a ma- 


To paraphrase a well- 
known telephone ex¬ 
pression— 

‘THE 

VOICE 

WITH 

A 

SMILE— 
SELLS” 


THE TASTER^ 

VCU TRAVEL 
THE MORE OF A 
TERROR YOU 
TO" COMPETITION 




"Compare the UOorhS 

RQBl 

TYPEWRITERS 


toward typewriter users everywhere. 
The R.oyal Typewriter has met with such 
success as to encourage the greatest friend¬ 
liness on our part - a renewed desire to 
serve as well as we can possibly serve, by 
the building of a better typewriter. 

The many expressions of appreciation from 
Royal customers have been a decided en¬ 
couragement to us to build better, to give 
greater and more definite service, to find 
new ways to build a lighter running type¬ 
writer—a machine which will turn out if 
possible even finer press work, and at even 
less expense to its user. 

ROYAL TYPEWRITER COMPANY, Inc. 

364-366 Broadway, N. Y. Phone Franklin 4400 

Branches and Agencies the World Over 



related with confidence in your pro!, 
uct and confidence in your firm that it 
becomes an easy matter for you to 
build it up if you have the other two 

You must think in terms of dosed 
orders. There is nothing so disas¬ 
trous as the thought in your own mind 
when you enter the prospect’s office 
that perhaps you might not get the 
order. Mr. Aspley uses this good 
sound axiom—“Don’t wait until you 
get to your prospect- Sell him oa 
the way. Simply go to get the order 
signed.” 

Fill yourself with confidence, back 
it up with some real enthusiasm—and 
you are a salesman, and well worthy 
to be one. 


UNSOLICITED PRAISE 

HELPS SALES 


Verbal Pats on the Back Big 
Factor in Salesman’s Day 

By Harry D. Cashmao. Mp, 
Washington, D. C. 

Unsolicited praise for the article 
one is selling — verbal pats on the back 
for the thing you know is the best 
and want everyone else to know it— 
eases the salesman’s burden and 
lights the way. We had two spon¬ 
taneous outbursts in Washington re¬ 
cently that seem worth repeating. 

One of the oldest and strongest 
hanks here had been one of our 
hardest nuts to crack but we finally 
managed to break in. A Royal Qriet 
went into the president’s private office. 
A day or so later this executive 
volunteered to his stenographer. 
“Miss Blank, this is the best looking 
letter I ever saw. I wish to com- 
piiment you.” 

And the young lady replied: “ib 
new Royal typewriter is responsible. 
I took just as much pains with the 
other machine, but I couldn’t get any¬ 
thing like the same results. 

Then she called our salesman on the 
phone to tell him about it. (The man 
was Milton E. Ailes, president of the 
Riggs National Bank.) 

Another strong compliment came 
of 


an order—and those who think that 
perhaps they may possibly get an 
order if all of the circumstances are 
right. 

It is the easiest thing in the world 
to spot out a salesman who lacks con¬ 
fidence. His indecision and uncer¬ 
tainty stick out like the proverbial 
“sore thumb”. He couldn’t more thor¬ 
oughly advertise his negative state of 
mind if he hung a sign on the front 
of his coat to tell folks “I’m a sales¬ 
man from the Royal Typewriter Com¬ 
pany. Ill take a chance on you, but 
you'll be a lucky devil if I land your 


If a man hasn’t the w’ill to win and 
the surety in his own mind that he’s 
going to, he hasn’t the right to win 
—or a ghost of a chance that he will. 

Confidence in a salesman just as 
quickly telegraphs its presence to a 


the sort where a skeptical st*B<J- 
I am writing grapher agrees to look under premia 
be *sked to bay- Two W 


(order. I’m afraid you’re going to be jof confidence out of the argument— 
1 too much for me. Perhaps you don’t i and you make your chances of get- 


chine like the Royal. 

the copy for this article on an old __ _ _ ___ | _ w _ 

No. 11 Royal that is fifteen years old. after the demonstration our solicitor 
It’s still doing such good work you called back—as all good salesmen 

couldn’t induce me to part with it. should—to see if the examination 
Sell yourself thoroughly on the Royal progressing properly: 
prospect’s mind as fear. Immediately (Typewriter. Know yourself that it’s “Mr. Doe wants to see you” 
he feels it, the prospect isn’t so sure the best typewriter and then pass the the greeting. “I have told hi® tM* 

as he was that he isn’t going to buy. (knowledge on to the customer. The Rovti is the finest typewriter I *** 

Right there he carves a hole in his Royal Typewriter itself will back you use,: and I never will be happy , 

U P- cut one. He asked me the 

Then there is your confidence in I said I thought it was $150; bat 
your organization—in the house you ought not cut a figure when ** ^ 

represent—The Royal Typewriter turn out letters like these. - 

an 

amass* w 
So ** 


defensive armour that leaves a yawn¬ 
ing gap for the confident salesman 
to get through his finishing punch. 

You’re on even terms with your 
prospect if you leave that big factor 


Company. Here is a place where we can side and Mr. Doe will sign 1 
help—and we are doing everything The young woman was 
we can to build and hold the confidence learn the cost of a RoyaL 


-— - 0 ' . . * auu jiwu omuaeatt learn tne cost oi ■» , , prjf 

need a typewriter anyway. Some ting an order solid as bedrock or blow of our salesman. Just glance back Mr IXe Now they are b° th Ur 
i good salesmen have a nervousness or j them higher than the sky just by at the remarkable history of the Com- So! arc- we. 
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THE ROYAL STANDARD 
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GROWTH of business calls 
FOR LARGER QUARTERS 

Occupies Approximately One Half Block— 
60,000 Square Feet of Space 



business. 


NOTHER significant step for¬ 
ward has been taken, contin¬ 
uing the steady progress which 
the Royal Typewriter Company 
has shown since it began doing 


Arrangements have finally been com¬ 
pleted for the taking over of the entire 
building located at 312-314-316 Broadway, 
New York City. After May 1, 1924, the 
Headquarters of the Company will be 
located and centralized in this new Royal 
Typewriter Building. 

A move of this kind has long been under 
consideration, and at last the Company has 
been able to obtain a building which is 
ideal for its purposes. Years ago the 
Royal Typewriter Company, a new enter¬ 
prise, but even then manifesting the same 
spirit of progress and expansion which 
has characterized it ever since, moved 
from small upstairs offices at 253 Broad¬ 
way to the present building at 364 Broad¬ 
way, New York, where New York City 
Sales Office was consolidated with the Gen¬ 
eral Headquarters. 


Time passed—business grew by leaps 
and bounds—and before very long it was 
necessary to add another floor to quarters 
that had seemed even too large when the 
Company occupied them first. 

Still the business continued to grow, 
Conditions became such that it was neces¬ 
sary to move the Exchanged Machines De¬ 
partment to another building at 359 Broad¬ 
way to make room for the General Office 
expansion. Later the Supply Department 
also was compelled to increase its space, 
and two entire floors of the buildings at 
Broadway were needed for this De¬ 
partment and the Regal Typewriter Com¬ 
pany, which had taken over the exchanged 

Company bUSineSS ° f the R ° yal Typewritei 

this additional space, 
„ . 1 , ons have grown more and more con- 
additional space has become 
lm P erative - have been ex- 
inp. Sly fortunate in obtaining this build- 
» no it is admirably suited to our needs, 
me space consists of over sixty thou- 
amn.mf^ Uare f ee f’ w hich is twice the 
Som now h ave - There is a hand- 
frrn.imifl s P acious salesroom on the 

New v ^ 1 °% w hich will be used by the 
sion nf 01 ^ Sales Office. The expan- 
itself \ our New York City business in 
change S0 immense tha t this 

time locatlon comes just at the right 
Th n n more room is required, 
occunv t e j? era * Offices of the Company will 
huildinfy ^e u PP er floors of the 

Pany tho fl! ( ^ e ^ a i Typewriter Com- 
a i'range f i f° ur ^h. The office space will be 
the handlii? SU r C ^ manner as to facilitate 
in Process JL wor h- Plans are now 

P ai *tmenVu h!* a . ayout of the various de- 
°f Arne anri° ^min&te any possible loss 
a nd denarim e ®ciency in communication 
' The m ! Gntal rela tionship. 

front a . very L r °°d view of 

( l° es not convn?A^ U ll (, f 1 ? ff ’ hut even thi 
'space 


of 


wui “vcn trie 
—e occunic ? h Jea of the amour 

extend in eC Y W hi c h includes anothe 
gilding, ] n I? hack of the adjoinin 
‘ a c ity b] 0C ]^ 1 occupies about one-ha 

^ occupy* ^writer Company, whic 
py an entire floor of the ne 



building, has had a remarkable history. 
The outgrowth of a small Exchanged 
Machines Department, which simply dealt 
in the rough second-hand machines traded 
in by the branches, it has added an ex¬ 
tensive rebuilding department, and today 
has expanded to such an extent that an 
entire floor is necessary for its accom¬ 
modation. 

All in all, we are very proud of our new 
home—and have every right to be. The 
growth of the company’s business—the 
huge scale upon which it is now operated 
made this additional space a necessity— 
and a building was chosen which would 
provide for future growth and expansion 
which is sure to come in even larger 
measure than it has in the past to the 
Royal Typewriter Company. 
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FACTORY SUPPLEMENT 


THE ROYAL STANDARD 


FACTORY SUPPLEMENT 


The woodworking department of the 
Royal plant has grown by leaps and 
bounds during the last few years. 
Whereas in the past, our shipping 
boxes were delivered to the plant all 
made up complete, today, due to our 
tremendous increased production, sev¬ 
eral train carloads would be required 
every week or so to keep up with our 
shipments, so it became necessary for 
us to revise our plans and have the 
lumber for our Rhinnine- cases shim)ed 


saw into sizes as 
2 and 3. 

We require that a thorough sorting 
and inspection of the material takes 
place before putting the lumber into 
our product, and a continual inspec¬ 
tion for poor material is made while 
the lumber goes through the different 
processes. When the boards are 
sawed to sizes, they are carried over 
to the nailing machines and in a few 
seconds, by expert handling, the ship- 


photos taking the cleated boards an nal 
them edge to edge so that t e o 
sides of the box are ready f° r t e 0 
and bottom. These wonderfu nia 
chines are fed with nails in the ops 


as shown in the picture 


and when the 


machines are set in motion, t e op 
rock partially up and down, this ac ion 
sorting the nails into a chute so t a 
the nails drop in the right posi ion 
at the right spot, to be driven in o 
the wood. 


J. C. Reynolds 
J. R. Franz ... 

J. P. Riely. 

C. B. Cook. 


• President 

\ ice-Presiuent 

• Secretary 

• Treasurer 


Organized in March, 1908, the first 
protection' against reverses and losses, officers were: 

• t at any time conditions 
are liable to be such that he may need 
that protection. 

The same principle holds with the 
man whose business is marketing his 
labor. It makes no difference whether 
he has an income aside from his reg¬ 
ular pay for services or not, if he is 
thrifty he will protect himself against 
loss of wages by sickness or accident. 


being elected for one year. 

Anyone in good health and stand- 
ing who has been employed at the 
factory for one month may join, and 
by paying 35 cents per month is en¬ 
titled to sick benefits of $1 a day f 0r 


on< 
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IHiofo I Left—l‘il 

Keeping: n 


of Idnlio While IMiie Lumber, l 
Nilppi> Is Necessary. lMiote 
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imI for MiiUIiik Itoynl Typewriter Moves. When 1 « 
l pper Rlgflit—Selecting Hoards for Typewriter Ho 
Photo Lower Might—Nailing Machines, 
of I lie Picrcc-Arrow Trucks Itcing Load' 
Machines, Depending I poll Sly.es. 


Consider We Ise :tU,000 Ft. Per Week. It Is Fasy to LiideriMnna 
s. Photo Lower Left—One of the Sw ing Saws, Used for 11 l 
hlcli Drive IO Nalls at One Time and Are Kept Continually l»W 
ed W ith lto> nls. These Trucks Have a Capacity of 1«'0 to 


boards, as noted in photo 1. The 
int uses about 6,000 feet of lumber 
r day for a day’s shipment of Royal 
sewriters, almost sufficient to build 
mall size cottage. Do you get that? 
st think of the enormous amount 
ed weekly. Look at the pile in the 
oto. It represents a conservative 
/entory only, and is used up every 
ree or four weeks. 

The lumber is of a particular grade 
ne and free from too many knots or 
ot-holes; furthermore, the boxes are 
ide up in the strongest way possible 
that the Royal typewriter is deliv- 
ed to the user in tip-top shape. 
iere is also a stock of lumber kept 
the factory ready for the men to 


ping box appears complete. Six, 
■ight or ten nails are driven at one 
blow, as desired. No guess work 
about this; all boxes must be made 
alike and the work is done me¬ 
chanically, thus insuring a standard 
control of the strength and durability 
of the boxes. Drive home a nail at 
one blow into good selected pine, in¬ 
stead of repeated blows which tend to 
weaken the box, and you have a 
stronger binding together of the sides, 
and a strong box is the result. Try 
this and prove it, you will be sur¬ 
prised at the result. 

Note Photo 4. There you will 
see the boards cut to required sizes. 
One man (left) is nailing cleats on 
the pieces used for the sides of the 
shipping boxes. The other man is 


These machines are great labor 
savers, and are invaluable to a plant 
like ours with its tremendous produc¬ 
tion and where all kinds and sizes of 
shipping boxes, shop boxes, etc., are 
needed and used. 

Center photo shows the high-grade 
Pierce-Arrow truck being loaded with 
quality typewriters, two fine products, 
both recognized for the quality and 
durability put into them by the 
manufacturer; both sure of reaching 
their destination in good shape and 
giving service. 


Employees’ Mutual Benefit 

No good business man would think 


There are many ways in which this 
may be done, but the most popular 
and convenient is through insurance, 
for having passed the physical ex¬ 
amination and filed application satis¬ 
factorily, the only effort on the part 
of the insured is in keeping up the 
premiums, and constant protection is 
afforded. 

Probably the cheapest form of pro¬ 
tection is the mutual class. Realizing 
these facts, several enterprising em¬ 
ployees of the factory started a move¬ 
ment, the outcome of which was the 
organization known as the Royal 
Typewriter Mutual Benefit Associa¬ 
tion. 


10 weeks in any 12 consecutive 
months. Death benefits, $50. 

During the years of existence, man> 
have had occasion to benefit by 
organization as evidenced by t e 
that sick benefits to the total 
669.71, and death benefits of: 
making a grand total of “ 
have been paid. The organized 
now in a healthy and thriving ^ 
tion having a membership of 56 ^ 

a balance of $2,013.21 in the 
ury. 

The present officers are. 

President 

D. J. Flynn.I- i( . e -Fre9i<l ent 

ell. N,te ..... 


T. I’. Farrell 
J. E. Murray 
F. E. Lewis. 


decretory 


Treasurer 

Cn . 1/ 
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PRODUCTION—JULY 

This month finds a different leader, 
. Bere having forged ahead from 
i lh place to first, with Mr. Godfrey 
, osc on his heels. The list also shows 
„ r Boesch and Mr. Cavanaugh in 
the race again. 

Standing 

Department 1 — Power Press, W. 
Berg 

Department 18—Hardening J. God¬ 
frey 

Department 30 — Escapement — E. 
Boesch 

Department 25—Type Bar and Link— 
P. Greene 

Department 36— Spring — G. Cav¬ 
anaugh 

Department 2—Screw Machine—H. 
E. Snow. 


Visitors at the Factory 


We have had quite a few visitors at 
the plant during the last few weeks, 
among them being Mr. David J. Al- 
lingham, special representative of the 
Metropolitan Division, and who had 
as his guest, Mr. J. Letora in charge 
of the mechanical office equipment of 
the National City Bank of New York. 
Mr. Letora stated that he was very 
pleased with the quality of work that 
was evidenced in the plant. 

We also had Mr. L. W. Walker, 
Kansas City, Mo.; Mr. C. C. Sparks, 
Cleveland, Ohio, and Mr. T. F. Daly, 
Hartford, Conn., Royal Service Fore¬ 
man as guests of Mr. J. Schillinger, 
assistant sales manager of New York 
We had a conference with these 
gentlemen and gained much valuable 
information as to what was being 
done by the Service Department with 
the Royal product as received. We 
believe these gentlemen and the fac¬ 
tory gained considerable from the 
whole discussion on Royal quality. 

Mr. Fred Gallup, manager of the 
Boston office, also visited us with 
several of his salesmen as follows: 
Mr. B. Simpson 
Mr. H. E. Burton 
Mr. E. Raphael 
Mr. I. C. Barlow. 

We were very glad of the opportunity 
to talk with these wide awake rep¬ 
resentatives on the firing line. 


a plant like ours, there always 

stands out prominently, a few men who 

are called upon to handle a multi¬ 
plicity of problems relating to all de- 
Uds of |he factory. Mr. J. C. Rey- 
n0( s, assistant factory superintendent, 
, t e ^ u ^ er whether it be a problem 
roduction, Discipline, Inspection, 
mployment, etc. He’s a booster, 
u Pep and always watching the 
i ° ya s i nte rests. He’s worth know- 


A Correction 

J n the Ju] y number of the Stand 

Stewart° Un ^ e ^ that Miss Marce 
School ti Wmner of the State H 
Dakota TyPe ' Vrr ‘ tinkr Contest of So 
s on Hi a student of the Mi 
eeived f Sch ° o1 and that *e 
fr °m M if l r ij P f 1 WT T ! ting instructi 
w 1,88 Kd yth Breen. 

Mr J ^ ecn informed 

Dakota T rannan ’ Manager of 
dee n, Zr itCr Exch «nge, Ah 
Sttwart i a tK Dakota « that M 
Digh School 8tadc ‘ nt of the Aberd 

ln8tr octi ong an ? lhat 8hc * recelved 
Georg e * rom Miss 



Beginning with January of this 
year, we have been showing the stand¬ 
ing of our Employment Departments 
based upon the number of sales made 
as a result of tips which they have 
furnished. 

The sales for June exceed those of 
any other month so far this year, with 
the exception of March. Sales re¬ 
ported through our Employment De¬ 
partments to July 1 are far ahead of 
liose made during the first six months 
of 1922, and we are anxious to have 
he sales for the next six months show 
a further increase. 

Salesmen are the best medium for 
advertising our Employment Depart¬ 
ments, as they are in daily contact 
with the men who employ stenog¬ 
raphers, and I want to take this op¬ 
portunity to thank them for the as¬ 
sistance they have given us during 
the last six months. 

Every salesman would like to in¬ 
crease his sales from month to month. 
One of the best ways to do this is to 
increase the number of Royal opera¬ 


tors in his territory. To accomplish 
this, he should help the Employment 
Manager find positions and I am quite 
confident that loyal Royal operators 
will be found for all positions re¬ 
ported. 


Our Employment Managers, in or¬ 
der to do their very best work, must 
have at all times the support of our 
managers and salesmen. 

Below is the standing for the month 
of June: 


1 New York 

2. St. Louis 

3. Chicago 

4. San Francisco 

5. Los Angeles 

6. Minneapolis 

7. Baltimore 

8. Birmingham 
Boston 
Cleveland 
Philadelphia 
Pittsburgh 
Toledo 
Washington 

9. Dallas 

A. M. Stonehouse. 


DIVISION NO. 1 


Washington Leads Division 


Washington Office is always a dan¬ 
gerous contender. For the past half 
year it has always been among the 
first five offices and the month of 
June shows Washington again in first 
place. Congratulations, Mr. Dough¬ 
erty. 

It may be hot down in New Orleans 
this time of the year, but heat, don’t 
mean a thing to Mr. Pintado, who 
brought his Service Department up 
into second place, and made a very 
fine showing for the month. 

Third place was taken by the Kansas 
City Office, and we congratulate Mr. 
Walker upon keeping among the 
leaders. It is noted that these three 
offices shared the first three places in 
a little different order in the month of 
February, and we are wondering 
whether there was a conspiracy to re¬ 
peat every four months. 

Following is the list of offices in the 


Mr. Hess Visits Philadelphia Branch 





Mr. Hess recently had occasion tc 
make an automobile trip through 
some of the Eastern states. In pass¬ 
ing through Philadelphia, he stopped 
off and visited our office. 

Mr. Dunn had news of his visit and 
had his entire force on hand to wel¬ 
come Mr. Hess. Mr. Hess gave the 
boys a wonderful demonstration, and 

they were so much impressed they 
wanted to get some sort of a memento 
of the occasion. 

A camera man was corraled, and the 
accompanying picture ensued. The 
gentlemen present reading from left 
to right are: Mr. Quandt, Mr. Vincent, 
Mr. Ritter, Mr. Bright, Mr. Fahy, Mr. 
Gough, Mr. Smith, Mr. Sherry, Mr. 

Cleary, Mr. Hess, Mr. Cox, Mr. Gawn, 
Mr. Klinger, Mr. Tregear, Mr. Such, 
Mr. Andrews, Mr. Sparks, Mr. Brown, 
Mr. Headley, Mr. Goslin, Mr. Hancock, 
Mr. Thorne and Mr. Dunn. 

Mr. Turner, Mr. Hepburn and Mr. 
Oldrey was not in the picture as they 
were out of town. 

Royal Operator Wins State 
Typewriting Championship 

Miss Goldie Johnson, a student of 
the Kansas Wesleyan University of 
Salina, Kan., won the State High 
School Championship of Kansas on a 
Royal, and we wish to congratulate 
her and her teachers upon this 
achievement, and also upon her abil¬ 
ity as an operator. 

This is the third announcement 

made by us recently of State High 
School Championships having been 
won by Royal operators. 

We have never taken any official 
part in the typewriting contests— 
County, City, State, or Interstate 
which have been held throughout the 
country, yet we want the school of¬ 
ficials and teachers to know, if they 
feel that this will increase the in¬ 
terest in typewriting, that we are 
willing to help them in every way 
possible should they desire to have! 

any of their Royal operators enter 
these contests. 

We are going to depend largely 
upon you, as managers and salesmen, 
to notify this department of any and 
all typewriting contests that are go¬ 
ing to be held in your territory. 

In our efforts to secure and hold 
Royal school representation we must 
show the schools that we are in¬ 
tensely interested in their success and 
this is one of the many opportunities 
we have of doing this. 


first division, in the order of their 
standing for June: 

1— Washington 6* 

2— New Orleans 2* 

.'5—Kansas City 2* 

4— Baltimore 4* 

5— St. Louis 5* 

6— Indianapolis 3* 

7— Philadelphia 4* 

S—Los Angeles 3* 

9—Boston 6* 

10— Cleveland 6* 

11— Hartford 4* 

12— San Francisco 1* 

13— Chicago 6* 

14— Cincinnati 4* 

15— Pittsburgh 1* 
lii—Lousville 2* 

17—Atlanta 1* 

IS—Buffalo 1* 

1!*—Detroit 1" 

20— New York 

21— Portland, Ore. 2* 

22— Minneapolis 1* 

23— Dallas 


DIVISION NO. 2 


Dayton Again in First Place 


Every second month, Mr. Wisener, 
Service Foreman of the Dayton Office 
seems to step out and occupy first 
place. We have come to expect it by 
this time, and he did not disappoint 
us in June. 

Mr. Sanders, of St. Paul, sprang a 
little surprise and a very welcome 
one, when he came clear up to second 
place this month, after being down 
in the twenties and thirties for the 
few months preceding. 

To Mr. Anderson, of Bridgeport 
Office, we want to convey our apprecia¬ 
tion. Mr. Anderson’s record has been 
consistently good and June again 
finds him finishing strong. 

Below is the list of Second Division 
offices in their respective positions for 
the month of June. 

1— Dayton 5* 

2— St. Paul 1* 

3— Bridgeport 6* 

4— Texarkana 4* 

5— Allentown 3* 

6— Toledo 2* 

7— New Haven 3* 

8— Kalamazoo 

9— Scranton 4* 

10— Fresno 3* 

11— Waterbury 

12— Rochester 3* 

13— Newark 3* 

14— Columbus 4* 

15— Jacksonville 1* 

16— Omaha 

17— Denver 3* 

Houston 3* 

18— Worcester 2* 

19— Youngstown 4* 

20— Harrisburg 3* 

21— Erie 

22— Seattle 1* 

23— San Antonio 

24— Richmond 1* 

25— Des Moines 3* 

26— Albany 4* 

27— Birmingham 2* 

28— Portland, Me. 1* 

29— South Bend 

30— Providence 1* 

Oakland 2* 

Springfield, Mass. 3* 

31— Davenport 3* 

32— Grand Rapius 1 • 

Syracuse 

33— Johnstown 

34— Milwaukee 3* 

35— Peoria 1* 

36— Little Rock 1* 

37— Duluth 1* 

38— Bangor 

39— Rockford 

40— Fort Worth 1* 

41— Akron 1* 

42— Fort Wayne 

43— —Springfield, Ill. 3* 

44— Wichita Falls 

4 5—Charlestown 1 * 

4 6—Memphis 1* 

47— Springfield, O. 2* 

48— Waco 

49— Evansville 1* 

50— Norfolk 2* 

51— Binghamton 

52— Tacoma 

53— Jamestown, N. Y. 

54— Sioux City 


To Increase Nets— 

Increase Earnings 















































































DEALERS’ DEPT. SUPPLEMENT 


THE ROYAL STANDARD. 


A MESSAGE TO ROYAL DEALERS 

The Dealers’ Department is a very important part of our 
system of national distribution. Records have been made 
in dealers’ territories rivaling those of the best showings 
of branch offices, and during this year, the growth of 
distribution through the Dealers’ organization has fully 
kept pace with the growth of business through the branch 
office system. 

There is no rivalry between the right and left hands of 
our domestic sales organization. One complements the 
other. One has just as certain and stable a future as the 
other. Both have just as great an opportunity for growth 
and development. 

It is not, as some might suppose, an experiment in op¬ 
posing methods of selling. Dealer distribution will always 
form a large and definite part of our organization. As a 
matter of fact, during the last year branch office territory 
has given way in more instances to dealer distribution than 
has been the reverse. 

Changes from one system to the other, however, are get¬ 
ting to be very rare, and only brought about by excep¬ 
tional circumstances. The dealer who puts into his busi¬ 
ness the same foresight, the same energy, to build per¬ 
manency as we are putting into our general business to 
build stability and a future, may look forward with the 
same confidence with which we ourselves are looking for¬ 
ward. 

This company contributes by its support, to the success 
of a dealer, just as we contribute to the success of a branch, 
and we are equally pleased when a dealer shows, as has 
many times been the case, exceptional profits. In this our 
attitude toward a manager who is exceptionally successful 
has been the same. 

There is a perfect balance which may easily be main¬ 
tained over all conditions, between branch and dealer dis¬ 
tribution, and the policy which has proved the wisdom 
of this plan is now so well established, that little need be 
said of its many advantages. 

GEO. ED. SMITH, President. 


ABILENE TYPEWRITER EXCHANGE 

Geo. A. Pearce, Prop. 


Mr. Geo. A. Pearce, the pro¬ 
prietor of the Abilene Typewriter Ex¬ 
change, has arranged a very effective 
window display for his up to date 
store in which he features the quiet 
model Royal, both in words and the 
machine itself in the window. 


ment; W. M. Wood, mechanic; Hubert 
Christian, assistant mechanic; R. E. 
Kuykendall, salesman; C. E. Jones, 
customer; Linton Howard, customer; 
Ernestine Joy, stenographer, and 
George A. Pearce, manager. 



gsk to See the nevtf * . 

j v QUIET ROYAL ' 

|0bilene Typewriter Exchange 



I | 
«■-£-*- 


1.4; I . 


The other picture shows the well 
stocked interior of the store with 
(reading from leftto right) Bill Kirch- 
hofer, of the Royal Dealers Depart- 


Mr. Pearce has been a very success¬ 
ful dealer in Abilene and has brought 
the Royal to a high point of popular¬ 
ity throughout his territory. 


Royal Dealers 100% Club 


Having closed the first six months 
of the year with a list of twen 
seven dealers who maintained 100 per 
cent, records or better for that perio , 
we are going to use the same idea for 
for the remaining six months of t e 
year. 

Every dealer who takes his quota 
from July 1, 1923, will become a mem¬ 
ber of the Royal Dealers 100 per cent. 
Club. 

Of course, those dealers whose busi¬ 
ness during the first six months of 
the year was over 100 per cent, of 
their quota will receive credit for the 
excess in figuring their standing. 

We start off July with eight addi¬ 
tional members, the last eight names 
on the following list: 




5—HARTSOCK 
Graham & Wells, 
Corvallis, Ore. 




9—SMITH 
Parkersburg, W. Va. 



11—GRAGG 
Pittsburg, Kan. 




LSI 

13—GAFF AN EY 
Office Specialty Co 
Fargo, N. D. 



15—ANDERSON 
Anderson T. \V. Co. 
Pasadena, Cal. 



17—ABELL 
Poughkeepsie, N. Y. 



2 — PRIOR 
Trenton, N. J. 


3— SATTER- 
THWAITE 
Standard T. W. Co., 
Reading, Pa. 


4—DAVIS 
Colorado Springs, 
Colo. 



7—HARRAH 
Home Office Supply 
Co., Welch, W. Va. 



8— LUX 

Logansport, Ind. 



10— S PIECE 
Bucyrus, Ohio 



12— GRANT 
Beaumont, Texas 



14—PAYNE 
T. H. Payne Co. 
Chattanooga, Tenn. 



16—PACKARD 
Hornell, X. Y. 



18—CROSBY 
Warren, O. 



19 _eicholtz 

New Oxford, Pa. 




D EALERS' DEPT. SUPPLE R 

DEALERS 


21 — FOGG 
Boulder, Colo. 


22—PRICE 
Palestine, Texas 



23—CALHOUN 
Spartanburg, S. C. 


The following dealers have 


the Dealers Royal M. A.D. 


niadg 
f or J u i y: 



1—SPIECE 
Bucyrus, Ohio 



T 2 PRIOR 
irenton, N. j 



3—PHILLIPS 
Trenton, N. J. 



Albuquerque! Nr M. 


Crosby-Mook Typewriter Co. 


We take pleasure in reproducing the 
interior of the Crosby-Mook Type¬ 
writer Company office. Miss Mook, 
seated on the left and Mr. Crosby, also 
at his desk, have been our representa¬ 
tives at Warren, Ohio, for several 


years and have made the Royal well 
known in their locality. 

The office arrangement, as shown, 
presents a battery of new Royal type¬ 
writers to the incoming prospect 
while second-hand machines are dis¬ 
played in the showcases on the sides. 



Here is F. L. 
his “best girl” driving through the 
streets of Austin, Texas, in his flow¬ 
ered “racing” car. This picture was 
taken at a recent carnival in the 
Capitol and secured considerable pub- 


Patty Jr.’s Royal Chariot 

Patty, Jr., and 


Mr. Patty has been our capable rep¬ 
resentative in Austin for some time, 
and has made a very enviable record 
for himself in that part of the State. 
Everyone in Austin knows Mr. Patty, 
and he has the good fortune to supply 
Royals to the State Legislature when 



licity for Mr. F. L. Patty and the 
Royal typewriter, as thousands of 
people were on hand for the celebra¬ 
tion. 


they convene in the Capitol city. This 
is one of his many methods 
spreading the fame of the Ro> a 
throughout the State. 


Do things right and do them quicker. Energy, Am¬ 
bition, Knowledge and Efficiency are more in demand than 
ever before.”—Arthur Capper. 

1 he unsuccessful man finds excuses for not doing, j n ‘ 
stead of finding ways to do what should be done. 
John Wanamaker. 

Grouped with organized and intelligently directed en¬ 
thusiasm, loyalty will send vou to the top of the heap. * 
Joseph P. Day. 
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THE ROYAL IN THE BALTIC STATES 


It affords us no little pleasure to 
acquaint our readers with the activ¬ 
ities and personnel of the Royal 
dealers in the three republics of Es¬ 
tonia, Latvia and Lithuania—usually 
referred to as the Baltic States. In 
spite of adverse economic conditions 
generally, our recently appointed 
agents in this territory have been 
energetic in promoting Royal inter¬ 
ests there. 

In Latvia and Lithuania 
Royal sales in Latvia and Lithuania 
are in the capable hands of the firm 


Activity in 

actively engaged in the development 
of the business. 

The firm operates a general office 
supply business and, in conjunction 
with the sale of Royal typewriters, 
maintains an extensive mechanical 
department to assure the necessary 
service to purchasers of our machines. 
In order to further expand their busi¬ 
ness, our friends have planned rep¬ 
resentations in the principal cities of 
Latvia as well as the cities of Lithu¬ 
ania. They are also conducting an 
active newspaper advertising cam- 


Latvia, Lithuania a 

Royal dealership for these two coun¬ 
tries, they have been very active in 
the sale of our machines. 

In the photograph, upper center, is 
presented a view of the front of Dalitz 
Bros, headquarters at Scheunen- 
strasse, 26, the premises being prom¬ 
inently located directly opposite the 
Riga Commerce Bank in one of the 
most central business districts of the 
city. 

Photograph, upper left, gives us a 
view of a portion of the main show¬ 
room. The gentleman at the right is 


nd Esthonia 

Schitikov, whose main establishment 
is located at Niguliste tan 18, in the 
city of Reval, Esthonia. Having for 
many years been connected with vari¬ 
ous typewriter organizations in Petro- 
grad and in Moscow, these gentlemen 
are indeed amply qualified to handle 
the Royal agency for this territory. 

Realizing the importance of a sub¬ 
dealership organization, this concern 
has appointed sub-agents in Dorpat, 
Nawa, Weisenberg and Walk in addi¬ 
tion to maintaining its head office at 
Reval. Since their appointment as 


show-room at Niguliste tan 18, Reval, 
in illustration lower left. The first 
two gentlemen shown standing at the 
left are the Loun brothers with Mr. 
V. Schitikov standing just to the right 
of them. The other gentlemen pic¬ 
tured are members of the staff. 

In photograph, lower right, is given 
a view of the ROYAL exhibit at the 
recent exhibition held at Reval. This 
excellent display attracted the atten¬ 
tion of a great number of people who 
visited the exhibition and resulted in 
the sale of several machines. 



0. & J. Dalitz Bros., whose principal 
* lowroom is at Scheunenstrasse, 26, 
,n the city of Riga, Latvia. The firm 
J^isists of three brothers, Mr. James 
a hz, u man of broad business ex¬ 
perience and wide acquaintance, being 


the 


® active head and the sales director 
* j) ( ‘ two brothers, Mr. Otto 
a ,tz an( l Mr. Oscar Dalitz, are also 


paign in the Lettish, Russian and Ger¬ 
man languages, thereby carrying their 
appeal to every possible user of the 
Royal typewriter. 

This concern is held in the highest 
esteem by the prominent government 
officials who have purchased some of 
our machines, and by the business men 
of the city. Since taking over the 


Mr. James Dalitz, the head of the 
firm. 

Photograph, upper right, we have a 
view of the private office of Mr. James 
Dalitz, that gentleman being shown 
seated at his desk. 

In Esthonia 

Our direct agents in Esthonia are 
Messrs. V. E. and A. Loun and V. 


Royal agents, Loun and Schitikov have 
been energetically pushing the sale of 
our machines and they have given 
every indication that it is their inten¬ 
tion to retain the leadership of the 
typewriter business in that market. 

It is a pleasure to be able to re¬ 
produce a photograph of part of the 
interior of Loun & Schitikov’s main 


Recent reports indicate that Es¬ 
thonia, Latvia and Lithuania are being 
steadily developed industrially and 
commercially and, in view of the acti¬ 
vity that has been displayed by our 
dealers, we are confident that pros¬ 
pects are bright for the future of the 
ROYAL in these new states bordering 
I the Baltic Sea. 




























































THE ROYAL STAm^l 


THE ROYAL M. A. D. CLUB NOW HAS 
116 MEMBERS 

We have listed the M. A. D. roll below under the offices to which the 
men belong. The names with the asterisk before them are repeaters for 
July. 

NEW M.A.D. MEMBER FOR JULY 


ATLANTA 
J. W. Mann 
W. H. Courtenay, Jr. 

BALTIMORE 

J. C. O’Keefe 
J .A. Duraton 
E. G. Dodge 

BOSTON 

E. A. Raphael 

F. L. Gallup 

I. C. Barlow 
F. A. Smith 

F. I. Crocker 
H. E. Burton 
R. M. Harvey 

BUFFALO 

H. H. Nunamaker 
C. M. Pillow 
R. E. Ward 

CHICAGO 

E. J. Goldblatt 
H. Nuhn 
P. S. Jones 
*J. M. Roberta 

J. C. Laborence 

E. H. Johnson 

A. J. Redding 
R. C. Goldblatt 

*H. P. Sutton 

F. E. Fleming 
W. B. Larsen 

B. P. Hamil 

CINCINNATI 

G. C. Kinnamon 

C. J. Bailey 

CLEVELAND 

E. F. Hancock 
W. C. Rodgers 
C. C. Koch 
W. H. Peate 
G. R. Hatcher 

COLUMBUS 
L. D. Teeters 

DALLAS 

J. H. Kennedy 
P. H. Billman 

DAYTON 

O. P. Gilmore 


|—E. H. Benson 
Canton, Ohio 
4—T. N. Prior 
Trenton, N. J. 

7—G. L. Larkin 
Utica, N. Y. 

10—H. J. Smith 

Parkersburg, W. Va. 
13—W. W. Cantor 
Bristol, Tenn. 

|6—H. G. Fentress 
Nashville, Tenn. 

1 9—L. E. Spiece 
Bucyrus, Ohio 



F. A. IVICK 
New York 



B. Dempsey, Winnipeg 
H. P. Lewis, Toronto 


DETROIT 

R. M. Wagner 
*R. B. Fuller 
W. L. F. Hosford 
FRESNO 

H. H. Tomkinson 
GRAND RAPIDS 
C. D. Walker 
HARRISBURG 
*W. C. Whiteman 
HARTFORD 
*H. F. Brainerd 
J. L. Cook 
INDIANAPOLIS 
W. F. Teer 
JOHNSTOWN 
T. M. Patterson 
KANSAS CITY 
*P. W. Jones 
J. H. Noland 
LOS ANGELES 
J. M. Agnew 
T. M. Duffy 
M. F. Brewer 
W. C. Boswell 

G. L. Smith 
R. M. Devin 

LOUISVILLE 
*J. T. Wellman 
MILWAUKEE 
A. F. Lines 
MINNEAPOLIS 
F. B. Thorne 
NEW ORLEANS 
W. J. Creger 
NEW YORK 
*C. W. Knox 
J. J. Freund 
*D. J. Allingham 

H. W. VanNess 
*G. M. Guest 

R. C. Robinson 
T. M. Gleason 
A. C. Wiles 
C. K. Freund 
*H. W. DeMott 
*W. B. DeRango 
J. Schwartz 
C. Schnirring 
R. D. Yates 
*C. N. White 
N. Sykes 
C. C. Waters 

DEALERS 

2—J. E. Gaffaney* 
Fargo, N. D. 

5—H. J. Roof* 
Tampa, Fla. 

8—R. A. Rehm 
Albuquerque, N. M. 

1 |—C. E. Anderson 
Pasadena, Cal. 

14—H. C. Schumacher 
Glendale, Cal. 

1 7—W. H. Scott 
Macon, Ga. 

20—W. W. Prior 
Trenton, N. J. 

22—H. H. Philips 
Trenton, N. J. 

CANADA 

Royal Typewriter Co., Ltd. 
W. A. Maclean, Montreal 
T. G. Lewis, Ottawa 


NEW YORK—Cont. 

R. B. Brandes 

H. J. Fuchs 
N. B. Boulware 

E. J. Matthews 
R. R. Chaffa 

F. A. Ivick 

OAKLAND 

C. Salbach 

OMAHA 

A. H. Coffin 

PHILADELPHIA 
J. W. Turner 

I. Hancock 

I. J. Gough 
H. K. Goslin 
W. A. Cox 

*L. A. Dunn 
*E. V. Sherry 
W. W. Hepburn 

PITTSBURGH 

*M. V. Miller 

J. C. Kemmer 
A. E. Hanna 

PORTLAND, ORE. 

G. D. Roe 
PROVIDENCE 

E. D. Crandall 
ROCHESTER 

J. F. Humphreys 
SAN FRANCISCO 

C. H. Billington 

D. B. Starrett 
T. N. Coldwell 
J. C. Deardorf 
Paul E. Pearson 

SPRINGFIELD, MASS. 

L. B. Behan 
ST. LOUIS 
G. G. Ralls 
L. G. Davidson 
D. M. Elliott 
L. F. Reynolds 

G. M. Davis 

H. E. Shifflette 
TOLEDO 

C. H. Essex 
WASHINGTON 
*H. L. Rudnick 
S. E. Richter 
WORCESTER 
A. R. Smith 



3—S. W. Grant 
Beaumont, Texas 
6—G. N. Paxton 
Bloomington, Ill. 

9—H. Tuell 
Chattanooga, Tenn. 

I 2—I. Vincent 
Topeka, Kan. 

1 5—J. J. Flynn 
Jamestown, N. D. 

I 8—H. Rowe 
Fairmont, W. Va. 

21-C. B. Weissinger 

Alburquerque, N. M. 


J. S. Dunn, Montreal 
W. E. Collier, Toronto 


foreign 

Visible Writing Machine Co., Ltd., London 
H. Jones 

H. W. D. Buckeridge 
C. Salter 


J. Harrison 
L. V. Smyth 


Using Care in Making Deliveries 

Work of the Service Department in Making 
Adjustments Is Often Jeopardized 
by Carelessness 

By Julius Schillinger, Asst. Sales Mgr. 
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More depends than some men think 
on the manner in which typewriters 
are handled after the inspection is 
made in the shop. A little careless¬ 
ness will absolutely eliminate all of 
the good work of a careful inspection. 
Too much stress cannot be laid upon 
the necessity of using great care in 
handling typewriters between the time 
they leave the bench and the time 
they are placed in front of the stenog¬ 
rapher. 

Familiarity with an object has a 
tendency to make people thoughtless 
and careless. Too often men or boys 
entrusted with the work of delivering 
typewriters, forget that the machine 
is a delicate instrument, that the ad¬ 
justments are as fine as some of the 
adjustments in a watch or a clock. As 
a result of this disregard for the 
fineness of the mechanism they are apt 
to give the machine little considera¬ 
tion in handling. 

Not long ago, I watched some boys 
handle new machines that were being 
sent out to customers. One lad caught 
up the typewriter by the front of 
the frame and the back of the car¬ 
riage rack, jerked it around and 
finally literally tossed down on its 
feet. These movements did not con¬ 
sume over three-quarters of a minute, 
but in that small fraction of time, 
the work that had been so carefully 
done at the factory in adjusting the 
typewriter, plus the care given in the 
shop afterwards in the inspection, was 
all offset completely and forever. 
There is no doubt but that that par¬ 
ticular typewriter, when delivered, 
failed to give satisfaction. It surely 
meant a repair call and may have cost 
a sale. 



This is not the only abuse practiced 
by delivery clerks. There are a hun¬ 
dred and one more and all of them 
should be avoided. When a typewriter 
leaves the bench after inspection it is 
like a racing car; all tuned up for 
the big five hundred mile race. No 
one would think of abusing a racing 
car after the mechanics were through 
with it. In fact, it would be treated 
with actual respect by everybody. 
Even the men entrusted with the job 
or rolling it out on the track are care 
ful to a fault. They will not move 
it faster than a certain pace, they 
handle it as though it were made of 
Austrian glass, yet that racing car 
is many times larger, sturdier and 
stronger than a typewriter. The abuse 
that an ordinary typewriter is often 
subjected to in the hands of the 
delivery boy would wreck a racing 
car, yet we expect our typewriters, 
after such treatment, to work satis¬ 
factorily and sell themselves. 

Foremen should take a personal in¬ 
terest in the manner in which type¬ 
writers are handled in the delivery 
room, on the street and in placing 
them on desks in offices. Every me¬ 
chanic knows that an unusual jar or 
strain can throw any piece of mech 
anism out of adjustment, yet type 
writers are handled with as little care, 
generally speaking, as a wheel barrow. 




Very often the foreman is annoyed 
by a repair call on a machine that 
has just left his bench. He knows 
that when he last saw it it was in 
the pink of perfection. He cannot 
understand why a call should be put 
in for an adjustment. In many cases 
he assumes that the operator is 
fidgity or that the salesman is a 
crank or something worse. If such 
calls are checked up, it will be found 
that in fully nine-tenths of the cases, 
the delivery boy has knocked it out 
of adjustment in handling. 

There is enough abuse indulged in, 
unconsciously and unnecessarily, by 
the boys who deliver machines per¬ 
sonally, but there is just as large a 
proportion of misuse chargeable to 
the men who operate trucks. In some 
of our larger branches trucks are in 
use and here is where the typewriters 
come in for a wonderful experience. 

Not long ago, a driver was seen to 
take typewriters that were enclosed 
in the carrying cases, which the com¬ 
pany provides, and drop them on the 
pavement in somewhat the same man¬ 
ner that a “baggage smasher” is sup¬ 
posed to handle a trunk. If the man 
only knew what he was doing, it is 
safe to say that he would not only 
never do it again, but that the respect 
he would show typewriters afterward 
would be nothing short of pathetic. 
The typewriter cannot stand that sort 
of treatment any better than a fine 
phonograph, a hall clock, a high priced 
radio outfit or a good watch. 

Typewriters should be handled with 
the utmost care by the delivery de¬ 
partment. They should be treated as 
pieces of fine machinery. A type¬ 
writer should never be lifted by the 
carriage rail, platen twirlers or by any 
part other than the frame. It should 
never be set down with a jar, placed 
position for use on an uneven 
surface or one that is not level. By 
no means should it ever be lifted by 
the paper bale, as I have seen it done. 
It should not be laid on its side, set 
up on the back or placed in any posi¬ 
tion except level and upright on its 
four feet—in fact, the feet are there 
for one purpose only and should be 
used for that purpose. Typewriters 
should be handled with great care at 
all times and the men charged with 
delivery should always remember, that 
not only has the factory put in hours 
of time of the most skilled help ob¬ 
tainable, but that every machine has 
been unpacked and inspected again 
in the branch to be sure that the cus¬ 
tomer gets a typewriter that is per¬ 
fectly adjusted. When a man or boy 
realizes all that has been done, it is 
difficult to see that he would not be 
as careful in handling the machine, 


while it is in his possession, as 


he 


I would be in handling a device as crude 
even as a dollar watch. 

Pay more attention to the manner 
.„! which typewriters are handled dur 
ling the process of delivery and > oU 
will cut down repair calls. 
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